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Section 1.3 Adopt - Select

Key Differentiators
Because many products will include many of the same functions, using the responses to the Request for Proposal (RFP) can be very difficult for narrowing the field of vendors to the few for further due diligence. This tool can be helpful for doing an objective, side-by-side comparison of the vendors based on factors you know to differ among them. 

Instructions for Use
1. Identify key differentiators that are most important to your organization. These should include only 10 to 20 items, including functionality, technology, implementation support, and vendor viability. 

a. In order to determine key differentiators, you need to be well-educated on the potential capability present in the type of application under consideration. For example, if you are looking at an e-prescribing application, know that all do drug-drug checking. However, many do not do drug-lab checking. Hence, drug-lab checking, if that is desired by your organization, would be a key differentiator. 

b. In some cases, a key differentiator may be a group of related functions. For example, a closed-loop medication management system—often described as medication “five rights”—may entail several functions (e.g., bar coding, electronic medication administration record, medication reconciliation) that must work together—that integration alone may be a key differentiator.
c. Some organizations prioritize their list of key differentiators, and in some cases even weight them. The level of specificity applied is up to you.

2. Once you have identified all key differentiators, use them to analyze each vendor as you review the responses to the request for proposal (1.3 Request for Proposal). 

a. However you structure your review of responses to the RFP (1.3 RFP Analysis, review the key differentiators again with the steering committee to make sure everyone understands them and how to score.

b. Scoring should be as objective as possible; hence, the scoring scale is not a ranking from low to high, but a rating on specific factors. Review the scoring scale and make sure that everyone understands the ratings and how to use the scale.

c. In some cases, the RFP may not be the best source for determining how well a product meets your needs. For example, if there are five responses to the RFP, you may find that one vendor has provided a model service level agreement (SLA), another vendor may have described its service process, and the remaining three may have merely responded that they provide 24/7 service through a help desk. Not until you conduct site visits and reference checks will you be able to learn more about the quality of the service. In fact, the vendor with the model SLA may not be meeting the agreement frequently, whereas one with a more simple response may reportedly do a better job. 

d. The goal of using the key differentiators to analyze responses to the RFP is to narrow the field of vendors to two or three for which you will do further due diligence (e.g., onsite demonstrations, site visits, and reference checks). 

3. Once you have analyzed each vendor’s response to the RFP, use the 1.3 Key Differentiator tool to record your assessment of the product based on the remaining steps in due diligence. 
Key Selection Differentiators Vendor Analysis

The example provided is for a nursing home EHR selection process. Replace the statements with your own and for the type of HIT you are analyzing.

Rating scale:

0 = product does not address and no indication that it will
1 = product does not incorporate today but appears very likely to be available in near future 

2 = product is marginal and lacking in some but not all aspects of the differentiator 

3 = product is satisfactory 

4 = product fully meets or even exceeds the differentiator
	Vendor:
	Summary of All Due Diligence

	Key Differentiators (list in order of importance)
	RFP
	Demo


	Site Visit
	Reference Checks
	Average Score

	I. Comprehensive functionality
	
	
	
	
	

	a. 
Intake referral management
	
	
	
	
	

	b. 
Positive person identification for residents
	
	
	
	
	

	c. 
Medication reconciliation
	
	
	
	
	

	d. 
Pharmacy integration, DUR, ESA
	
	
	
	
	

	e. 
Clinical alerting and prompts
	
	
	
	
	

	f. 
Continuity of care document 
	
	
	
	
	

	g. 
Benchmarking
	
	
	
	
	

	h. 
Dietary management
	
	
	
	
	

	II. Technology
	
	
	
	
	

	a. 
Interfaces 
	
	
	
	
	

	b. 
Flexibility for in-house changes 
	
	
	
	
	

	c. 
Browser-based
	
	
	
	
	

	d. 
Utilizes existing infrastructure
	
	
	
	
	

	III. Implementation/ongoing support
	
	
	
	
	

	a. 
Turnover strategy (phasing)
	
	
	
	
	

	b. 
Training (super/end users)
	
	
	
	
	

	c. 
Upgrades (requirements, pacing, support)
	
	
	
	
	

	d.   Support (responsive, timing)
	
	
	
	
	

	IV. Vendor characteristics
	
	
	
	
	

	a. 
Vendor clinical staffing
	
	
	
	
	

	b. 
Financial stability
	
	
	
	
	

	c. 
Pricing strategy 
	
	
	
	
	

	Totals:
	
	
	
	
	


Key Selection Differentiators Vendor Comparison

The example provided is for a nursing home EHR selection process. Replace the statements with your own and for the type of HIT you are analyzing.

Rating scale:

0 = product does not address and no indication that it will 
1 = product does not incorporate today but appears very likely to be available in near future 

2 = product is marginal and lacking in some but not all aspects of the differentiator

3 = product is satisfactory

4 = product fully meets or even exceeds the differentiator

	
	Analysis of All Vendors’ Responses to RFP 

	Key Differentiators  (list in order of importance)
	Vendor A
	Vendor B
	Vendor C
	Vendor D
	Vendor E 

	I. Comprehensive functionality
	
	
	
	
	

	a. 
Intake referral management
	
	
	
	
	

	b. 
Positive person identification for residents
	
	
	
	
	

	c. 
Medication reconciliation
	
	
	
	
	

	d. 
Pharmacy integration, DUR, ESA
	
	
	
	
	

	e. 
Clinical alerting and prompts
	
	
	
	
	

	f. 
Continuity of care document 
	
	
	
	
	

	g. 
Benchmarking
	
	
	
	
	

	h. 
Dietary management
	
	
	
	
	

	II. Technology
	
	
	
	
	

	a. 
Interfaces 
	
	
	
	
	

	b. 
Flexibility for in-house changes 
	
	
	
	
	

	c. 
Browser-based
	
	
	
	
	

	d. 
Utilizes existing infrastructure
	
	
	
	
	

	III. Implementation/ongoing support
	
	
	
	
	

	a. 
Turnover strategy (phasing)
	
	
	
	
	

	b. 
Training (super/end users)
	
	
	
	
	

	c. 
Upgrades (requirements, pacing, support)
	
	
	
	
	

	d.   Support (responsive, timing)
	
	
	
	
	

	IV. Vendor characteristics
	
	
	
	
	

	a. 
Vendor clinical staffing
	
	
	
	
	

	b. 
Financial stability
	
	
	
	
	

	c. 
Pricing strategy 
	
	
	
	
	

	Totals:
	
	
	
	
	


For support using the toolkit

Stratis Health ( Health Information Technology Services

952-854-3306 ( info@stratishealth.org

www.stratishealth.org
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This toolkit was funded by Aging Services of Minnesota and its subsidiary, Alliance Purchasing for use by nursing homes in Minnesota. Produced by Stratis Health.
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